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That  was  probably  as  hard  a  part  as  any  in  the  business 
changeover  that  Burns'  Baker  had  to  work  out  three 
years  ago. 

Baker  was  then  thirty-eight,  had  been  a  foreign  ex¬ 
change  man  in  a  Los  Angeles  bank.  There  he  often  placed 
general  insurance,  fire,  casualty,  liability  and  so  on,  for 
customers.  When  between  noon  and  dark  he  lost  his  sight, 
that  branch  of  insurance  seemed  to  be  something  to  build 
on.  And  it  was  necessary  to  map  a  new  career — quick. 
Baker  had  six  youngsters  then,  has  seven  now. 


His  brother  turned  over  an  officl;  and  the  general  insur¬ 
ance  business  that  had  come  to  hini  as  a  real  estate  broker. 


msur- 


The  bank  asked  employes  who  had  insurance  business  to 
remember  Baker,  and  for  a  time  he  got  leads  that  way. 

There  had  been,  an  epidemic  of  burglaries  and  fires  in 
the  neighborhood  of  his  office,  and  he  got  up  a  circular 
about  such  protection,  and  sent  it  around  via  youngsters. 
Not  a  nibble  came  of  it. 

He  wrote  letters,  and  made  phone  calls,  and  advertised 


in  local  periodicals,  confident  that  the  way  to  get  business 
was  to  go  after  it — same  result. 

Then  he  turned  to  study  the  business  that  came  to  him 


and  learned :  ( 1 )  It  all  came  through  leads  supplied  by 


friends;  (2)  His  customers  were  people  who  had  run  into 
a  need  for  insurance,  a  new  car,  a  new  house;  (3)  No¬ 
body  was  interested  in  general  insurance  until  a  need 
arose,  or  a  policy  lapsed;  (4)  The  way  to  sell  that  line 
was  through  service,  reminding  customers  of  approaching 
lapses. 

On  this  basis,  Baker  has  done  well.  His  is  a  service 
calling  for  interminable  fingertip  information.  The  cus¬ 
tomer  wants  to  know  when,  how  much,  what  kind  of 
protection,  the  kind  of  detail  that  is  carried  in  files. 


v"  ■  -  V.  ;m*  ,  r-i  «T  ,  •  -V 

,  •  C  ■  ■  -y  7.  1 


I ijr 


1 1 


i  v  '■>*>  >  V  '  .-'y  ■ v 


•  ?  tt-ity  ■  «■  m 


f?  t  ••  •  a  >  'r  tv 


1  -  . 


j  *  •  i 

*»►  *  -f 


$  n  < 


T  i&fSW 


••■•  ■ «. 


>  ..  *  -  •  *  ■' ..  i  -■ 

£  '•  -  •  •>***  ~  *  v\  1  -  . 


y  r<i‘ 


■  ■  ;|  i  :  J  f[. 

:  ■  :.  $..t  ■  § 

:  t’ot  via;;-  -'ior  ^ 

■  .»!■!«  tu  •••,  hitiir ;Vi-w?i 

ii  :  ro«*n. <•«.!  f>  ?  m>  w'.-  fl 

i>  i  i:  t  '  It-'*-  ttCi.  rewi-J*-'!  a 

i !  Ktc-f'  amir 

•  I  %K  U  -i  S  i>0 


- 

'  *T  . 


-  *U' 

y  »  ■  th 1  \ . 

X  >i  pnali 


<  '  '  r«  «  X  S  i  r  fc  .JS 


w  '  /  \  ••  •  • 1 

y  *\  ;•":••)  ( •  : 

V  -  ;  V  v'  ?Yi! 

y  r  y  V  M  1 .  1  •'  . 

1  ^  \  -  "  , 


>  V  \  ■ 

'  '  t  '  '  % '  W‘\'  -  ■*'•  •  '  \ 


. 


<•'  7-  ■.  ■■ 


,v. 


.».*}•  .s 


•  ■  •'  .. '  j  r#  , ; 


-  i  ■  *■-  L-  ‘V  •  •  :  r>  ♦  -i  i 


Baker  has  unique  records,  written  in  Braille  as  well  as 
typed  for  sighted  people.  Nine-tenths  of  his  business  is 


DICTATION  at  Burns  Balter  firm  involves  the  Boss  reading  his 
notes  in  Braille,  while  his  secretary,  who  is  partially  sighted,  takes 
regular  shorthand  notes.  Between  them,  they're  licking  a  handicap. 

done  by  phone.  As  he  talks,  he  flips  out  a  card,  reads  the 
data,  speaks  new  information  into  4  dictaphone,  later  to 
be  typed  and  also  Brailled  for  his  records — his  secretary, 
Mabel  Lovering,  writes  both  ways. 

Probably  not  half  his  customers  ever  discover  that  he 
is  blind,  for  he  sells  by  phone,  delivers  and  collects  by 
mail,  has  almost  no  office  business. 

Learning  Braille  was  hard,  too.  The  blind  say  nobody 
ever  acquires  the  fingertip  sensitivity  necessary  unless  he 
has  to.  Baker  had  to. 


He  had  to  take  the  state  exam  fof  an  insurance  license 
— the  quiz  had  lately  been  stiffened.  He  was  in  the  third 
group  to  take  it — nobody  in  the  ofher  two  groups  had 
passed — but  by  hard  boning  on  codes  and  a  dozen  kinds 
of  general  insurance,  and  with  his  yvife  to  do  the  paper 
work,  he  got  his  license  in  two  hours.  Since  then  he  has 
obtained  a  life  insurance  license,  and  in  this  field  finds 
more  room  for  selling. 

There  is  a  good  deal  of  sentiment  for  and  about  the 
blind,  but  not  among  themselves,  and  Burns  Baker  insists 
that  his  readjustment  was  mainly  such  a  change  of  work 
as  might  be  necessary  to  any  business  man.  True,  he  had 
a  handicap.  That  did  not  make  it  anything  else  than  a 
straight  business  proposition. 
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